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HOW TO DO BUSINESS WITH TRINIDAD & TOBAGO WEBINAR

	Please join us on the Web from your very own computer

	Wednesday, March 11, 2009 from 2-3 PM Eastern Time

	

	Trinidad & Tobago is located off the northeast coast of Venezuela, with a population of 1.2 million, and English as the official language. The country consists of two main islands, Trinidad and Tobago, and 21 smaller islands. Trinidad is the larger and more populous of the main islands and Tobago is much smaller, comprising about 6% of the total area and 4% of the population.

	

	Trade Highlights – Trinidad & Tobago

	

	 Exports = $12 billion (2007) 

	U.S. is the largest importer of goods/services from Trinidad and Tobago (60% of exports or $7.2 billion) 

	Trinidad & Tobago is the world’s largest exporter of ammonia and methanol, and the largest supplier of Liquified Natural Gas to the United States. 

	 Imports = $7.5 billion (2007)  

	 U.S. is the largest provider of goods/services to Trinidad and Tobago (31% of imports or $2.25 billion) 

	

	Agenda

	

	· Leading private sector trade experts from Trinidad & Tobago will provide input on "Doing Business" in these markets, including legal and customs issues, methods of dispute resolution, distributor/representative agreements, etc.

	

	· Robert Jones, Commercial Counselor for the Caribbean, U.S. Embassy, Santo Domingo will discuss :  Overview of the Caribbean Market -  Export Opportunities

	

	· U.S. Embassy, Economic Section Port of Spain (Trinidad & Tobago):  Economic & Political Overview of Trinidad & Tobago

	· 
Following the Webinar there will be a Questions & Answers session

	

	To register for the Webinar click on:  http://www.export.gov/eac/show_detail_trade_events.asp?EventID=28835
Future Caribbean Webinar Event:

   Bahamas and Barbados - Wednesday, April 29, 2009 2:00 PM-3:30 PM ET
    Cost $35.00. For details and registration, [image: image2.png]




HYPERLINK "https://emenuapps.ita.doc.gov/ePublic/newWebinarRegistration.jsp?SmartCode=9Q4D" \t "_blank"
click here7.  
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MARKET OF THE MONTH – UNITED ARAB EMIRATES (UAE)

The UAE is a young country, having recently celebrated its 37th year as an independent state. It is open and highly cosmopolitan with a very large expatriate workforce. The UAE is a confederation of seven emirates. The best known is the business center of Dubai. The largest, Abu Dhabi, covers 80 percent of the land mass and holds most of the UAE’s vast oil and gas reserves. The UAE has emerged in recent years as one of the very top markets for U.S. exports in the Middle East/North Africa region, surpassing larger countries like Saudi Arabia and Egypt. While U.S. exports to the UAE in 2000 were only around $2 billion, they now exceed $13 billion.

Market Challenges

The UAE, primarily Dubai, has been touched more severely by the financial crisis than some of its more insular neighbors. The strength of Abu Dhabi is going to ensure that the country as a whole is largely protected from any severe downturn, but sectors such as real estate are experiencing weakness that will result in greater competition chasing fewer projects for the time being. As market conditions are evolving rapidly, U.S. companies should monitor the market closely and be alert for a rebound. 

Market Opportunities and Best Prospects

U.S. products, services and companies are highly respected in the UAE for their technological edge, management experience and innovative spirit. With the Emirati Dhiram pegged to the U.S. dollar, currency risk is reduced and competitiveness vis-à-vis the Euro is an advantage for U.S. exporters. 

Best prospects:

· Health care products and services 

· Greenbuild products and services 

· Power generation 

· Water and wastewater treatment 

· Alternative energy 

· Aircraft parts and services 

· Pollution control equipment 

· Safety and security equipment 

· Defense equipment and services 

· Air conditioning and refrigeration equipment

Market Entry Strategy

U.S. exporters are encouraged to become familiar with the different markets within the UAE to understand the opportunities and challenges of each. While Dubai is more entrepreneurial, with many free zones offering 100 percent foreign ownership, Abu Dhabi is more traditional, although evolving quickly and with a stronger economy at this time. In most cases, it is important and often required to have a local agent, distributor or representative to assist your firm in building its presence in the market. The official government language within the UAE is Arabic, but the operational language is English, given that 85 percent of the population is expatriates from more than 100 countries.  Especially when dealing directly with Emiratis, patience, politeness and a willingness to be on the ground are critical to success. Be prepared for often protracted periods of negotiation and bargaining.

Trade shows are also an important part of entry strategy for this market. The UAE is the leading venue for trade shows in the region: ADIPEC is the second largest oil and gas show in the world; Arab Health is the largest health show in the region; IDEX is the largest defense show in the region; and the Dubai Airshow is set to surpass the Paris Air Show in 2009 as the largest aeronautic trade show in the world, to name a few. To learn more about the United Arab Emirates go to http://www.buyusa.gov/uae/en/
IMPORTANT INFORMATION FROM SAUDI CUSTOMS ON COUNTRY OF ORIGIN MARKING
Saudi Customs authority have issued to all their land, sea and airports circular No. 72/11/m dated 18 January 2009 regarding the strict implementation of country of origin marking on imported goods.  This is in addition to earlier Saudi Customs circular No. 99S/43/m dated 11 March 2008 that includes controls on imported goods that do not bear fixed indication of country of origin. Effective 27 January 2009, any imported consignment that does not bear a non-removable indication of origin shall be held by Saudi Customs and the Importer asked to take corrective action at the Customs depot or provide an undertaking that the offence will not be repeated.  Failure to do so could result in a fine or goods being returned to their country of origin. For details, go to  http://www.iccp.com/newsroom/latestnews/2144756/
AVOID CHINA BUSINESS SCAMS

 In speaking with US and China-based colleagues, there seems to be a recent increase in the number of unsolicited buyer requests from China.  Are unsolicited inquiries from China common for your company? Common scams follow this pattern: 

· The Chinese company contacted you, unsolicited, via the web 

· The Chinese company has "Import - Export" in their name 

· They want to purchase an unusually large volume of goods 

· They insist that your senior executive travel to China to sign the contract   

· They request money prior to signing the contract to pay for a reception or as part of contract administrative fees 

· They have been in business for less than one year and/ or have very young management 

· They can provide no verifiable references 

Does your scenario match the above? Most importantly, you should not expect to outlay any cash or payment in advance of reaching an agreement with a Chinese entity.  Requests for sharing notarization fees or other contract administration costs, gifts, hosting of banquets are some of the ways in which fees are solicited.   

Regarding self initiated due diligence, we advise companies to ask for trade references, i.e., the names and contact information of American companies with which the Chinese company has successfully partnered in the past. We also strongly urge the US company to follow up on those references. If the Chinese company has never successfully partnered with an American company, it is obviously risky.  If the Chinese company cannot provide trade references, then it involves more risk. 

Additionally, we advise American companies to ask for a copy of the current and valid Chinese company's business license (issuing authority:  Administration of Industry and Commerce.) The business license is a public document that is available for inspection at the local government authority. The Chinese company would certainly have a copy on file at their offices, and it should not be a problem for them to fax a copy with very little turn around time.  If the Chinese company is hesitant to provide its business license, then it is suspicious. The Chinese company should provide this in Chinese and English.

The American company should:

· Confirm all information on the business license matches the information that the Chinese company has provided up to that point

· ensure that the scope of business permitted by the business license matches the type of business in which it is trying engage 

· ensure they have been in contact with the legal representative of the Chinese company that is listed on the Business License  

· confirm that the physical location from the Chinese entity's communications/proposed contract matches the location indicated on the business license.

If the firm is not providing information requested, nor acknowledging your questions you should seriously consider discontinuing communication.   

If your firm believes you have credible export opportunities in China and elsewhere, you can order a due diligence report on prospective buyers and distributors through the Commercial Service. Details on this International Company Profile report can be found at: http://www.buyusa.gov/china/en/icp.html
U S E F U L  W E B S I T E S

Standards View Newsletters
“Standards View” is an electronic publication of the U.S. Commercial Service Mexico City that provides information on standards and certification bodies, along with any pertinent news from these entities.  Each issue focuses on a different country in North, Central America and the Caribbean. To view the publication, go to Standards Views Newsletters
U.S. Census Bureau, Foreign Trade Statistics Publications:
This Website covers subjects on the Automated Expor t System such as to help with the ins and outs of the mandatory filing requirements. Some of the subjects covered are:

· Letter of Intent 

· FAQs/Documentation/Lists 

· Reports and notices 

· AES Newsletters 

· Broadcasts 

· AES Concordance (Commodity Classification Files) 

· Instructions for Resolving Fatal Errors 

To learn more, go to the Foreign Trade Statistics Document Library
UPCOMING EVENTS

2009 GLOBAL MARKETPLACE WEBINAR SERIES

All programs will run from 10:00 – 11:15AM CST - $40 Fee for each live event

Interactive format allows you to ask questions - Participate from your office or home computer.

Can't attend the live event? Order the audio/visual recording

Remaining event:

March 18, 2009: Exporter Obligations/Export Control Update: 

 

COMMERCIAL NEWS USA (CNUSA)

Take advantage of the magazine’s special 30th Anniversary rates and save 30% on any size display ad or $100 on your next listing ad (except Showcase section). Or advertise in the new USA Product Showcase section, which offers 1/12th listing ads for just $399!

The May-June 2009 issue of “Commercial New USA,” will feature the Exporter of the Year Awards, Business Services, Hotel/Restaurant Food Processing, and Information Technology. The deadline for this edition is March 13, 2009. To reserve space or for more information: Send e-mail to advertise@thinkglobal.us  Go online to www.thinkglobal.us/399 Call 1-800-581-8533. For more information visit: http://thinkglobal.us/
We hope you've enjoyed this edition of our newsletter
Jose Burgos, Director, San Juan, Puerto Rico Export Assistance Center

Phone: 787-775-1992, Cell: 787-380-4012,  Fax 787-781-7178
Jose.burgos@mail.doc.gov

Any mention of non-government sources does not constitute endorsement.
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